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ASSIGNMENT No. 1
(Unit: 1–4)

Q. 1
Differentiate the three types of companies: production-oriented, selling-oriented, and marketing-oriented company. Give atleast one example of each type.
(20)
Q. 2
(a)
Distinguish between short-range market share and long-range market share.
(08)

(b)
Briefly explain the three types of plans.
(12)
Q. 3
Explain the basic principles of organizing essential to set up the organizational structure.
(20)
Q. 4
List and discuss the responsibilities of sales, advertising, packaging, service, and credit manager.
(20)
Q. 5
What are the four basic requirements of an effective control? Explain.
(20)
assignment No. 2

(Units: 5–9)
Total Marks: 100

Q. 1
How marketing information system is different from marketing research? Explain. List the steps of marketing management process.
(20)

Q. 2
Explain the three steps of developing new products.
(20)

Q. 3
What are the various channels of distribution? Explain. List the issues of each channel.
(20)

Q. 4
(a)
Explain the basis for a sound selection of a salesman.
(10)

(b)
Compare the methods used to motivate the salesman.
(10)

Q. 5
Is oral contract useful in a court of law? Justify and explain your answer. Briefly explain the advantages of a written contract.
(20)
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